- Personal Selling

and the Marketing Concept
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# Acquire, Collect, and Disseminate
~ Information with speed and
~ accessibility.
. # Customers have taken control

* Beg Vot




- What is Personal Selling?

| Personal selling involves person to person communication with

a prospect.
~ @ Developing 2 “relationship
‘e Discovering needs »
e Matching the appropriate products / services with their needs

. Commumcatmg beneﬁts through mformmg, remmdmg, ar

persuadmg
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The Marketing Concept

Identify the needs of the target market, satisfy the needs

of the market, and do it profitably.




the
marketin
mix

promotion




AR e o ALY . ' v
ARy S ol P e e M 4

Types of Personal Selling

Consultative Selling

» Needldehtiﬁc_ation \
4 Two Way Communication
% Consultant

. % Negotiation

» RecOm‘I"nend._Solutions -

" Transactional Selling

4 Value Conscious Consumer

~# Price and Convenience

# Internet or Grab and Go

# Minimal interaction
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Personal Sell
Product
Strategy

Relationship




Long term relationship
established when salesperson
is able to develop and apply
the four major strategies to

add value.
*Relationship Selling,
personal and customized
approach

Strategic Alliance
Teaming with another company whose products work well
with your own to gain a mutual competitive advantage.




~ Value Creation

. # Focus of the sale is on creating value for the customer,

not just making the sale.

% Learn: he value that the customer is looking for and

- ’ﬁnd-w hat satisfies it.

B # Value added selling enhances the consultative

approach to enhance the partnersh1p




